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|? YOU'LL WANT TO SEE IT IN 


ATLANTIC CITY... 


5) A Sig 


PRE-VIEW 
SHOWING 


featuring 


Remarkable Things 


To Come 


“AMERICA’S FINEST GAS RANGE” 


AMERICAN GAS ASSOCIATION CONVENTION 


ATLANTIC CITY 
OCTOBER 27 through 3l 
SPACE 427, 428, 503, 504 


ATLANTIC CITY AUDITORIUM 
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New Products and Dramatic Displays 
To be Featured in GAMA Show 


a “cooker,” the glittering “Golden 

Nugget” gas range will be one of 
more than 175 spectacular displays at 
the biennial exhibition of Gas Appli- 
ance Manufacturers Association in At- 
lantic City, October 27-31. 

The Nugget, probably the most expen- 
sive gas range ever built and the only one 
of its kind, will occupy the center of the 
stage in the exhibit of Estate Stove Com- 
pany. It’s completely 24-karat gold 
plated and, according to Lewis W. Sel- 
meier, Estate’s advertising manager, is 
worth about $5,000. 

This may be the only gold plated piece 
of equipment, but each manufacturer 
will be putting his best foot forward in 
presenting the new, different and out- 
standing features of his products. 

Lyon Metal Products, Incorporated 
will have a 30-foot New Freedom 
kitchen which will include kitchen, laun- 
dry and breakfast units. The laundry, 
with an automatic washer, dryer, ironer, 
water softener and sewing machine, can 
be separated from the breakfast area 
with a folding screen. The Lyon kitchen 
is featured in a four-color spread in the 
October issue of Family Circle. 

Mirrors will be used by Inner-Tite di- 
vision of Yara Engineering Corporation 
to create the illusion of a long pipeline in 
the first showing of a centrifugally spun 
36-inch pipe. 


D) sient: as both a “looker” and 





These miniature gas holders will be dis- 
played by Aqua-Seal, Inc., at the Gas 
Appliance Manufacturers Association 
exhibition, Atlantic City. They will be 
used to demonstrate the newly patented 
“flotation method” of painting water- 
sealed gas holders. Aqua-Seal execu- 
tives examining the models are, left to 
right, Ralph H. Everett, Jr., Ralph H. 
Everett, Sr., president, Henry D. Oster- 
holz and Louis Marcello. 


— 
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The Patrol Valve Company will intro- 
duce a radically new gas burner for do- 
mestic ranges in addition to an exhibit of 
its standard gas filters, relief valves and 
magnesium anodes. The new burner is 
a Stainless steel stamping, designed to 
give a single burner with one mixing 
tube a rating flexibility from 9,000 Btu 
to 500 Btu. 

A working miniature model of a huge 
Wiggins Dry Seal Gas Holder will high- 
light a display by General American 
Transportation Corporation. Visitors can 
set the piston of the gas holder in op- 
eration by push-button. 

Model gas holders will also be used in 
the exhibit of Aqua-Seal, Inc., to show 
how the gas holders are “dipped” in 
Aqua-Seal by the flotation method. Mo- 
tion pictures of the process will also be 
shown. 

The air conditioning division of Gen- 
eral Electric Company will use cutaway 
mode!s and visual cast presentation of 
typical installations for the information 
of visitors. 

C. A. Olsen Manufacturing Company 
will display a cross-section of its Luxaire 
line of warm air heating and winter air 
conditioning equipment. 

A full line of gas-fired winter air con- 
ditioners both in steel and cast iron heat 
exchangers, gas-fired boilers and gravity 
furnaces will be presented by Richmond 
Radiator Company. 

The Handley Brown Heater Company 
will show a new 30-gallon table-top wa- 
ter heater and an automatic safety shut- 
off valve. It also will show a line of con- 
version burners, a two series of water 
heaters. 

Magic Chef, Inc. will show its domes- 
tic gas ranges, gas heaters and a line of 
commercial ranges. 

Iron Fireman Manufacturing Co. will 
display for the first time its new high- 
boy and lowboy winter air conditioner 
gas furnaces 65,000 and 85,000 Btu 
along with an array of residential con- 
version gas burners and boilers, indus- 
trial and commercial burners. 

The Duo-Way gas incinerator will be 
featured in the exhibit of the Autogas 
Company. Cutaway models will be 
shown, and a series of charts will drama- 
tize the value of the gas incinerator load 
to gas utilities. Autogas will also display 
the Republic gas conversion burner. 

A new product, the Model 88 Trench- 
mobile, will be shown by The Parson Co. 
The new machine which digs a trench 





Bathing Suits, Well Filled, 
In GAMA Entertainment 

Gas Appliance Manufacturers As- 
sociation plans to serve up a liberal 
sprinkling of beauty and entertain- 
ment during its exhibition. 

Helping to select Miss Gas Flame 
from among ten beautiful models is 
one of the attractions on the lighter 
side that GAMA has planned for visi- 
tors to Atlantic City. 

Miss Gas Flame of 1952 will be 
selected by audience approval—as 
registered on an applause meter. The 
girls will make two appearances be- 
fore the audience, first in evening 
gowns and next in bathing suits. 

The beauty contest has inspired a 
colorful, special brochure which 
GAMA has mailed to more than 46,- 
000 plumbing contractors, dealers, 
wholesalers, appliance salesmen and 
utility representatives. 

The selection of the queen on Tues- 
day night will be just one of many en- 
tertainment peaks during the week. 
Opening night will be marked by the 
reception by the president of the 
American Gas Association, while 
Thursday night has been set aside as 
gas appliance dealers’ night with a 
variety show to be held in the ball- 
room. 

In addition, those who attend the 
exhibit will be eligible for the daily 
door prize GAMA will give away. 

The daily door prizes will include 
television sets, luggage, radios and 
radio-phonographs, golf clubs, wrist 
watches, hand-powered tools and 
home appliances. 











five feet deep and up to twelve inches 
wide is intended for use in main installa- 
tions, main extensions and services of 
the distribution end of the gas industry. 

Peerless Manufacturing Corporation 
will feature its dual panel heater which 
permits heating two adjoining rooms, 
provides for separate temperature con- 
trols in each room, and requires only a 
single vent. 

The Cleveland Heater Co. will show 

(Continued on page 59) 
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7 GAS COMPANIE 
UP SERVEL SALES 


AND BOOST YEAR-ROUND 
KITCHEN LOAD WITH 


—reports leading appliance distributor 
S. F. Louchheim, President, Stuart F. 
Louchheim Company, Philadelphia, Pa. 





It’s sure-fire! Refrigerator prospects 
ACT when you offer them $10 cash 
just to try a new Servel for 10 days! 
You build a twelve-month-a-year 
load—and make top merchandising 
profit to boot — besides trading for 
less! Servel even insures your instal- 
lation and delivery costs! It’s the hot- 
test sales and load-booming deal yet! 
Tie in! Cash in! CALL YOUR 
SERVEL DISTRIBUTOR NOW! 


PAYOFF” ~ 


PROMOTION SCORES 
COAST TO COAST! 








The name to watch for great advances in 


REFRIGERATION and AIR CONDITIONING 


Model BE-118 
pe Servel Inc., Evansville 20, Indiana ¢ In Canada, Servel (Canada) ltd., 548 King St. W., Toronto, Ontarlo 
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Conversion Burners Are Still Profitable Load 
Builders for Merchandising Utilities 


HE automatic gas conversion burner 

was the important appliance on 

which the gas heating business was 
built . . . it maintains an important po- 
sition in the promotion and development 
of gas sales for heating. 

The continued promotion and devel- 
opment of conversion burners has proven 
to be successful and profitable for those 
gas utilities that have done active selling 
jobs. Some examination of the basic facts 
will reveal that many prospective cus- 
tomers Of gas as a heating fuel have en- 
tirely adequate boilers or furnaces which, 
in all truth, there is no reason to scrap— 
other than improved firing convenience. 

The years of experience by the equip- 
ment manufacturers and by the actively 
merchandising gas utilties have estab- 
lished that conversion burners, when in- 
stalled properly with full recognition to 
the combustion requirements of individ- 
ual boilers or furnaces, are efficient, eco- 
nomical and simple to install and service. 

From the viewpoint of sales accept- 





NOT READY FOR RETIREMENT 


The owner of this conversion burner, after 
twenty-five years of service, was offered a 
free replacement and installation. When he 
declined the offer, with thanks, he explained 
that there was no reason to change; his 
Surner is still giving him excellent service. 


_— 
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by William E. Davis 


Assistant General Sales Manager 


Roberts-Gordon Appliance Company 





This full-sized outdoor billboard, 


illustrates effective promotion of gas conver- 


in color, 


sion burners in a market that has a high po- 





SO THAT EVERYONE IN BROOKLYN MAY SEE AND READ... 


tential for gas heating, especially if it can 
be applied to existing boilers and furnaces. 
This billboard is lighted at night. 





ance, a big obstacle is removed when 
adequate boiler or furnace and the con- 
nected heating system can be left intact 
and converted, at relatively little ex- 
pense, to an automatic operation. 

The gas industry is generally aware of 
the public acceptance of gas as a heat- 
ing fuel especially in the new home mar- 
ket, which has been almost entirely cap- 
tured by the gas industry wherever the 
fuel is available. It is still a fact that there 
are more “old” houses than new; it is 
still a fact that the sales potentials for 
gas heating as represented by those old 
houses, with non-automatic heating 
methods, are large and susceptible to 
constructive-aggressive sales methods. 

Assuming, is it seems appropriate to 
do, that gas utilities are interested pri- 
marily in building load, the appliance or 
equipment that does the job of burning 
that gas would seem to be a secondary 
consideration with the only interest in 
the fact that as many as possible of the 
wide range of efficient gas burning appli- 
ances are sold in their respective terri- 
tories, through whatever merchandising 
methods are found to be effective. 

Although there is no set pattern for 





the sales methods followed by the utili- 
ties that are merchandising conversion 
burners so successfully, the usual chan- 
nels of promotion to home owners, deal- 
ers and heating trade are followed. 

When facts are presented at dealer 
meetings, district and national sales meet- 
ings—full facts about the market, the 
sales approach, the economies, the effi- 
ciencies and the conveniences—they are 
received with enthusiasm by salesmen 
and advertising managers. With appro- 
priate follow-up in advertising and pro- 
motion, directed to both salesmen and 
prospects, successful sales programs 
have been established in the service areas 
of one utility after another. 

Our own experience has shown that 
outdoor posters, newspaper advertising 
that has been run in cooperation with 
dealers, envelope stuffers and radio an- 
nouncements have paid off. 

A recent summary of industry ship- 
ments of conversion burners, prepared 
by the marketing and statistical depart- 
ment of Gas Appliance Manufacturers 
Association, reveals the already-strong 
position of the improved gas conversion 

(Continued on page 57) 
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TELL THE Gao Heae STORY 


EMPIRE 
"Gas 


APPLIANCES 


RECESSED HEATING SYSTEMS 


Designed to fit standard 
walls between 16” center 
studs. 


Fully vented with 4” vent 
‘pipe. 

Wall ventilator — prevents 
overheating of wall. 











EZ Non-marring baked enamel 
Rey ea finish blends beautifully 
with any color scheme... 


safely cool... easy to 
GAS FLOOR FURNACES beep clean. ” 
EXCLUSIVE WITH EMPIRE Heating vunit completely 
"he FAMED - atin wor . «+ prevents fires 








. eliminates overheat- 


e.” = = ing and marring of walls 
) i tA and wall finish, 
¢ e 
Ni Gae , .) ; : \ New “T” type Thriftmatic 
BURNER burner . . . pilot and 


burner located inside com- 
bustion chamber out of 


EMPIRE Gad FLOOR FURNACES... will help <titcol tint orea . . . min. 
you put over the Gas HEAT SALES STORY 

because...ONLY EMPIRE offers you ALL the <i gy PR Sy 
EFFICIENCY — ECONOMY — DEPENDABILTY — —shuming of» eculy 
SAFETY—and CAREFREE SERVICE demanded [00° ” ot" 9 
by YOUR CUSTOMERS. 





Raised from floor level 
-.. completely away from 
floor . covering. 





SEE YOUR LOCAL EMPIRE REPRESENTATIVE OR WRITE DIRECT TO EMPIRE 


STOVE COMPANY 
BELLEVILLE, ILLINOIS 
WORLD'S LARGEST MANUFACTURER OF Gaz FLOOR FURNACES 
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Conversion Burners Are Still Profitable Utility Load Builders 


(Continued from page 55) 





THREE-WAY COORDINATION IN CO 
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He Wstelied in St. Louis for 22 years. tis note 
ne~ or untried product. Satisfied users tell 
their friends. Reberty-Gordon is recognized 
nationally and is the world’s lergest ox 
chusive manutecturer of ges conversion burners. 


Roberts Gordon 


heel kate ies 
——_ 
——_ om 


—— 


—— = a 
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This full-page newspaper advertisement in a 
metropolitan newspaper coordinates the in- 
terests of the gas company, the local dealers 
and the manufacturer of the equipment. Es- 
tablished installation experience is indicated 
to readers by emphasizing the number of 
conversion burners that have been installed; 








ROBERTS-GORDON GAS HEAT 


Over 10,000 Roberts-Gordon Burners 
installed i in St. Louis since May 1949. 
: Evidence that Gas Heat with a 
—_“ mA. Roberts-Gordon is your best buy! 


| The Laclede Gas Company says. . 


present furnace or boiler will be 
you will need is a conversion unit." 


Read these reasons as oly Roberts-Gordon leads in St. Louis! 


te With matellations made by factory trained me 
chemes 


pace velve. 
te There is « Rebert-Gordon Conversion Burner * oh control 
to wit every need—ne job too lerge when furnace is off. Can be opereted manu x” s appreve vecommend 
or too wmall aly in the event of power ‘eiure or indie Raberts Gorden Conversion Borears 


= Setteatt oe ae = 


You would have to buy oil for less than 7'2¢ per gallon ) 
You would have to buy coal for less than $10.00 per ton 


NVERSION BURNER PROMOTION 






quote 


te Sones cousins tion—bult te last. Flame 
owners con expect pase chromium alloy « er 
perature Her coremc 


essting 
Sister Name characteristics willing oll hosting 
porno 


te ete Ree Re anes bet ene 
feck seevon—purh 


THREE IMPORTANT FEATURES 























Buy once ... Buy wisely |) 
Buy ROBERTS-GORDON || 


You can own a Roberts- 
Gordon for as little as 


*6* 














Arrange for installation now! | 


To compare with the economical 
operation of a Roberts-Gordon 
| on the Laclede Gas Company rate 


the gas company points up the practicability 
of using conversion units in present heating 
plants and compares operation costs with 
oil and coal; the seventy-five dealers are well- 
distributed throughout the gas service area; 
the operational features of the burner are 
illustrated and its cost is suggested. 





burners among all other appliances. 

Shipments of gas conversion burners 
had a 1936-1940 average of 28,600 units 
per year and the prewar peak in 1941 
was 36,000. Together with other appli- 
ances, there was a surge directly after the 
war; total shipments in 1946 jumped to 
400,000 units. A drop-off occurred dur- 
ing the next two years, but 1949 and 
1950 showed shipments of 309,000 and 
345,000 units. As was the case for most 
other appliances, 1951 revealed a sub- 
stantial drop-off to 164,000. 

However, the balanced consideration 
of this brief history of conversion burner 
shipments indicates clearly that they are 
a gas utility load builder, with a per- 
formance history that merits continued 
emphatic sales attention. 

Indeed, what better testimonial for 
conversion burners can be found than 
the one in which a customer who has 
used a conversion burner for more than 
twenty-five years refused to accept the 
installation of a new burner, at no cost 
whatsoever? His comment was that his 
instauaLon was working so satisfactorily 
that he saw no reason for a change, even 
to improved equipment. 

Armed with full facts that are im- 
mediately understandable to prospective 
customers—in terms of installation costs, 
operating costs, installation and servic- 
ing convenience and a full understand- 
ing of automatic operation—aggressive 
salesmen have before them in every gas 
company territory a vast potential that 
can be tapped successfully—for the gas 
industry, not the coal or oil industries. 

Inasmuch as conversion burners are 
engineered-equipment, their application 
to existing heating plants is not a matter 
of compromise arrangement; specific 
burners, with their flexible combustion 
arrangements, can bring the operating 
efficiencies of those o/d heating systems 
to levels that never have been reached in 
uncontrolled hand firings. 

All that remains for an even-higher 
sales realization of this market is the full- 
est possible coordination among equip- 
ment manufacturers, the gas utilities, ap- 

pliance dealers and the heating trade. 








NEW BOOKS 





RECOMMENDED REVISION OF COMMERCIAI 
STANDARD FOR GAs FLOOR FuRNACES. The 
revision of the standard for gravity cir- 
culating type gas filcor furnaces has been 
endorsed by the gas floor furnace industry, 
and the commodity standards division of 
the Office of Industry and Commerce, U. S 
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Department of Commerce, becomes effec- 
tive December 30, 1952. 

This revision represents the composite 
recommendations of the gas floor furnace 
division of Gas Appliance Manufacturers 
Association, as well as those of American 
Gas Association and other interested or- 
ganizations. It has been adjusted to con- 
form to the applicable sections of Ameri- 
can Standard for Installation of Gas Piping 
and Gas Appliances in Buildings, Z21.30. 

The recommendation was circulated to 
the public for acceptance on October 10, 








1951, and since that time acceptances have 
been received from producers, distributors 
and users estimated to represent a majority. 

The standard will be issued in printed 
form for sale by the Superintendent of Doc- 
uments, Washington 25, D. C., as soon as 
practicable. It will be identified as CS99-52. 
Until printed copies are available, the 
recommended standard, 7S-5087, may be 
obtained by addressing requests to H. A. 
Bonnet, Commodity Standards division, 
U. S. Department of Commerce, Washing- 
ton 25, D. C. 
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FREE 
for the Asking! 


Call your Bryant 
distributor for 
your copy of this 
20-page, fully il- 
lustrated book which provides helpful 
information on specifying, installing 
and properly locating unit heaters. 





HEATING 


Sets NEW standards in... 


Quiet Operation . .. NO narrow passages to cause 
whistling . . . it’s open, streamlined—efficiently de- 
signed to HUSH the air flowing through. 


Compactness.. . the “327” installs within inches 
of ceiling, saving space. It’s lighter, easier to handle, 
easier to install. 

Comfort . . . no cold blasts at start of cycle. Fan 
won't start until the heat exchanger is warm enough 
to assure comforting heat. 


Long, Trouble-free Performance. . . the “327” 
retains its high efficiency for life. Efficient Venturi 
tubes provide longer, trouble-free service, less heat 
loss up the flue. 


Extra-Sensitive Controls . . . responsive low-volt- 
age controls mean better, more uniform heat. Safety 
controls prevent overheating. 


Quick, Easy Servicing . . . easy-open access panel 
at bottom permits cleaning and servicing without 
removing unit. 


Now Available in All Popular Sizes— Yes, the revolutionary Bryant 
“327” opens up hundreds of new unit heater sales for you. See your 
Bryant distributor today or write Bryant Heater Division, Affiliated 


Gas Equipment, Inc., Dept. 28 17825 St. Clair Ave., Cleveland, Ohio. 


bryant hertdenh 


AIR CONDITIONING * WATER HEATING 
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Southern California Gas Company is utiliz- 
ing full-sized outdoor billboards, throughout 
its service area, to further the sale of gas 
through utilization in modern and efficient 
gas appliances. This poster, in color, by one 
of the leading cartoonists, depicts satisfac- 








SELLING GAS WATER HEATING IN SOUTHERN CALIFORNIA 
<4 al se 


got store hot wa 



















tion with abundant hot water provided 
through properly sized automatic gas water 
heaters. The cartoons will be changed at fre- 
quent intervals to maintain broad public in- 
terest in the sales appeals of gas, utilized in 
medern gas appliances. 








Appliance Metal Supply Unbalanced 
Sharply increased demand for domestic 
Hand industrial gas equipment continues to 
Ncreate a materials supply problem for the 
yas appliance industry. 
| Despite recent signs that the govern- 
ment is relaxing its control over materials, 
the Gas Appliance Manufacturers Associa- 
ion reports that allocation of steel and 
Nother metals to various branches of the 
industry still remains “out of balance.” 
» Producers of gas ranges, comfort heat- 
Ning systems, refrigerators, water heaters 













and other domestic equipment are only 
“slightly better able” to keep up with de- 
mand than they were at the start of the 
year, according to Louis Ruthenburg, presi- 
dent of GAMA. 

“Toco many manufacturers of essential 
goods,” he said, “still are obliged to sit on 
unfinished goods while waiting for missing 
parts. Apparently there now is a better 
balanced schedule of defense production. 
This may mean that essential civilian in- 
dustry can expect more equitable alloca- 
tions of metal.” 









“its complete line of “XL” automatic stor- 
age water heaters, table-high automatic 
"gas water heaters and large volume 
Mater heaters. 
The display of United Engineers and 
‘onstructors Inc. will include an unusual! 
Aype of mechanical model which will 
Mhow the U.G.I. Cyclic Catalytic Re- 
Morming Process. 
» Field Control Division of H. D. Con- 
skey and Company will introduce a new 
product—the Field Double Acting Gas 
“-ontrol, Model MG for commercial and 
Bodustrial gas burners. The new appli- 
ence—which comes in 10-, 12-, 16-, 20-, 
$ nd 24-inch sizes, was designed for con- 
Rrol of draft on burning rates in excess of 
50,000 Btu. 
) A variety of colorful and animated ex- 
ibits will be seen in the 40-foot showing 
™! A-P Controls Corporation. Each will 
Milustrate dramatically the construction 
ind app'ication features of the Model 50 
sasapack for water heaters, Model 54 
MI-SG Mechanical Temperature Con- 
mol for space heaters, Model 50 Gasa- 
mack for space heaters and Model 178 
Thermo Electric Gas Valve. 
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New Products and Dramatic Displays 
To be Featured in GAMA Show 


(Continued from page 53) 


The Gas Machinery Company will 
show an operating model of its automatic 


Time Cycle Control for water gas, blue | 


gas and oil gas sets. 


A new piece of equipment, to be in- | 


troduced and operated at the exhibition 
of Fisher Governor Company, is a safety 
relief valve for installation in low pres- 
sure distribution systems either immedi- 
ately downstream of a district regulator, 
or at any point in a low pressure distribu- 
tion system where it is advisable to pre- 
vent excessive pressures. 

The Gas Purifying Materials Com- 
pany will offer a variety of products con- 
nected with conversion and main condi- 
tioning. Included are a wetting agent for 


dust deposits in the bottoms of mains; a | 


compound for swelling jute, hemp, rope 
and other yarns; hot fogging and cold 
fogging oils, a wetting agent that wets 
bottom dust and creeps up the periphery, 
and a solvent for dissolving liquid-phase 
gum. 

Hand-operated instruments and cus- 
tom built panel installations for the de- 
tection of gas leaks will be shown by the 
Mine Safety Appliance Co. 













.. with the latest in 


Salety Sealed 


gas heating...most 
efficient, advanced 
design! 


Don’t miss one of the hizh spots of 
the coming convention—the exhibit 
of gas heating equipment made by 
Stewart-WarnerCorporation,South 
Wind Division. You'll see it at the 
Convention of the American Gas 
Association, Atlantic City Audito- 
rium, Atlantic City, New Jersey, 
October 27th through October 31st, 
1952. 

You’re invited to visit with us— 
in our Booth No. 800. All that is 
new and latest in gas heating equip- 
ment, in advanced design gas heat- 
ing, will be on display. You can’t 
afford to miss it! 


STEWART.) WARNER 


GAS HOME HEATING 






STEWART-WARNER CORPORATION 
South Wind Division 
Dept. C 1€2, 15.4 U.cves St., Incianapolis 7, Indiara 
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GAS APPLIANCE 
INDUSTRY NEWS 





RCA to Acquire Estate Stove Co. 

Noma Electric Corporation and Radio 
Corporation of America have jointly an- 
nounced that negotiations were concluded 
for RCA’s acquisition of The Estate Stove 
Company of Hamilton, O., a division of 
Noma. 

The announcement by Henri Sadacca, 
president of Noma, and Frank M. Folsom, 
president of RCA, stated that the agree- 
ment is subject to approval of Noma stock- 


Executives of Radio 
Corporation of Amer- 
ica, on their first visit 
to the new subsidiary, 
RCA-Estate Appliance 
Corporation, Hamil- 
ton, O., for policy 
meetings with Estate 
officials. 

Back row—left to 
right, Robert Ireland, 
Estate controller; Her- 
bert Brunn, assistant 
general attorney for RCA Victor division; Gor- 
don P. Hentz, Estate general sales manager; 
Gordon R. Kemp, Estate vice president; S. A. 
Walton, assistant to director of accounting, RCA 
Victor. 

Front row—left to right, Lewis W. Selmeier, 
Estate advertising manager; Ellsworth Simms, Es- 
tate chief engineer; J. M. Clifford, assistant di- 
rector of personnel, RCA Victor division; Dick 


holders, at the next regular meeting, No- 
vember 5. 

The Estate Stove Company, it was 
pointed out, is one of the oldest manufac- 
turers of gas and electric ranges in the 
industry. Estate also produces gas and oil 
space heaters, under the trademark “Heat- 
rola.” Its acquisition, the announcement 
stated, will provide RCA with manufactur- 
ing facilities and an organization of skilled 
workers and experienced management for 
its entrance into these fields. 

It is planned that RCA will form a new 
subsidiary, the RCA-Estate Appliance 
Company, Inc. Cecil M. Dunn, president 
of The Estate Stove Company, will become 
president of the new subsidiary. 





Blankenship, Estate production manager; Harry 
Dolf, Estate factory superintendent; A. F. Watters, 
Director of personnel, RCA Victor division; H. M. 
Winters, RCA Victor director of region offices; 
Charles M. Odorizzi, operating vice president, 
RCA Victor division; Robert A. Seidel, RCA Victor 
vice president; Cecil M. Dunn, president, The Es- 
tate Stove Company, who will be president of 
the new RCA sub:id’ary. 





MEN AT WORK 


NEW BULLETINS 





Designer Dailey Named Servel VP 

Donald W. Dailey, one of the nation’s 
foremost designers, was named vice presi- 
dent of Servel, Inc. He joined Servel two 
years ago as product manager and was re- 
sponsible for the development of the new 
portable electric Wonderbar, a “refriger- 
ette” styled like furniture. 

Mr. Dailey holds more than 35 design 
and mechanical patents in the appliance 
field. One of the most important of these is 
for the enclosure of the across-the-top 
freezer in household refrigerators. 


ALLEN A. BARNHART has been appointed 
director of sales and service for Ohio, 
Cribben and Sexton Co. 

THOMAS Heraty has been transferred to 
sales department, Cribben and Sexton Co. 

F. S. LoDGE was advanced to distributor 
coordinator and market analyst, home ap- 
pliance division, The Murray Corporation 
of America. 

Patrick H. MANGAN, JR., is now sales 
supervisor at Brattleboro, Central Vermont 
Public Service Corp. 

LEONARD A. ROBERGE is now appliance 
sales manager, Central Vermont Public 
Service Corp. 

R. C. ROBERTSON was advanced to man- 
ager of marketing, home heating and cool- 
ing department, General Electric Co. 
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Gas HEATERS FOR COMMERCIAL, INDUS- 
TRIAL, INSTITUTIONAL AND RESIDENTIAL 
HEATING. This bulletin fully describes a 
complete line of unit heaters, central heat- 
ers and duct furnaces designed solely for 









: - 


ee 





gas operation. All equipment included is 
fully specified with installation dimensions 
and all selection information. 

Bulletin GN-52. Pp. 20. Reznor Manu- 
facturing Co., Mercer, Pa. 
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WANTED 


Electric drive, 60 cycle, 220 volt 
water gas blower suitable for a 
five or six foot water gas set, 
Northern Indiana Fuel & Light 
Company, Auburn, Indiana. 
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8 teas SEE US AT 
guid ee BOOTHS 735-736 





by GENERAL AMERICAN 


More than 50 users of Wiggins Gasholders can now testify to the 
remarkable savings in operating costs and maintenance expense 
which only this 100% dry seal gasholder (no water, no tar, no grease) 
gives them. Write for full information. 








STON RISES NEARLY TO TOP—MINIMUM OF WASTE SPACE 


AN BE BUILT ANY SIZE ° 


NO CONTAMINATION OF GAS 


TOP SECTION OF 
SHELL COMPLETELY 
VENTLATED 


WIDE CLEARANCES 
SIMPLIFY OPERATION 


GAS-TIGHT FRICTIONLESS 
SEAL NOT AFFECTED 
BY WEATHER 


PISTON RESTS ON 
BOTTOM—LESS THAN 
% OF 1% FOR PURGING 


LEVELING DEVICE— 
INDEPENDENT OF 
SIDE WALL—KEEPS 
PISTON LEVEL 


FENDERS PREVENT 
ALL TENSION IN SEAL 


SHELL IS GAS-TIGHT UP 
TO SEAL CONNECTION 




















AT THE A.G.A.. 
CONVENTION IN 
ATLANTIC CITY, 
WEEK OF 
OCTOBER 27th 











CONVERSION 
EASY — OFTEN 
ADDS CAPACITY 


Your old gasholder 
can be quickly con- 
verted to a Wiggins 
type with all the 
Wiggins advan- 









GENERAL AMERICAN 


TRANSPORTATION CORPORATION 
135 South LaSalle St. * Chicago 90, Illinois 
OFFICES IN PRINCIPAL CITIES 

Export Dept.: 10 East 49th Street, New York 17, New York 

Plants: Birmingham, Ala. * East Chicago, ind. * Sharon, Pa. 

la Canada: Toronto iron Works, Lid., Toronto, Ontario 








The meter with the regulator top, a two-for-one 
miracle of modern engineering, particularly suited 
for natural gas distribution. With lower initial unit 
and installation costs and the saving in space and 
weight, simple logic makes the purchase of the 
Sprague Combination Meter and Regulator a must 
in any system where regulators are necessary with 
metered service. Why buy two—when one Sprague 
Combination will do? 





VISIT OUR EXHIBIT — BOOTHS 626 and 707 
AT ATLANTIC CITY 





